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9. CONSUMER WORK 

Learning Steps 

1. Listed below are ten competitive packings. Next to each, write your first 
and second choice for the Philip Morris packings you would recommend. 
Use your brand selection card and your knowledge of the demographics in 
your area to make your choices. 

COMPETITIVE PACKING PM BRANDS 


Kool King 
Pail Mall Kings 
Newport Kings 
Winston Light Kings 
Salem Lights 

Winston 100's 

Vantage 100’s 
Doral Kings 
Pyramid Kings 
Camel Filter 
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Source: https://www.industrydocuments.ucsf.edu/docs/npfm0004 
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2. List at least three common objections you might hear from consumers 
when switch selling. 

• Classify each according to the kind of objection it is. {See page 15) 

* For each objection, write an appropriate response. 

OBJECTION TYPE RESPONSE 


b. 


c. 
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Source: https://www.industrydocuments.ucsf.edu/docs/npfm0004 
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3. List the barriers you might dea! with in switch selling—your personal barri¬ 
ers, cultural, legal and store barriers. For each barrier write at least one 
solution or idea to overcome it. 

BARRIERS SOLUTIONS/ANSWERS 
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Source: https://www.industrydocuments.ucsf.edu/docs/npfm0004 
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